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TECHNICAL INFORMATION 
Introduction 
Poor access to credit, such as bank loans, is one reason why development in rural areas 
is slow to occur. Without start-up finance, it is difficult for people to set up businesses. 
Farmers may be unable to invest in inputs or equipment which could boost their farm 
productivity. But providing financial services, such as loans, to poor people is not easy 
for a number of reasons: 
• The poor often lack collateral for loans, such as legally certified land ownership 
• Poor people usually only want to take small loans, but these entail relatively high 
administration costs and little profit for the lenders 
• Lack of physical infrastructure, such as banks or post offices, in remote areas 
• Bank staff are not sufficiently trained, skilled or motivated to evaluate risks for 
loans to farmers 
Microfinance, whereby low income earners can obtain loans or deposit their savings, 
based on small amounts of money, was developed in the 1980s, after the failure of state 
development banks and government-subsidised credit in the 1970s. The most common 
type of microfinance is microcredit – i.e. small loans. These may be available through 
banks, farmers’ organisations, NGOs or self-help groups (for example, through revolving 
funds). But microfinance also includes a wider range of financial services, such as 
savings accounts, micro-insurance and money transfer/remittance services. 
Microfinance institutions in various parts of the world, particularly Asia and Latin 
America, have proved that providing financial services to the poor is possible and can be 
profitable. As a result, commercial banks are now becoming more interested in it. 
However, they are motivated primarily by profit rather than poverty alleviation, so rates 
of interest charged to borrowers are much higher than by the original microfinance 
institutions (MFIs). Microfinance therefore needs to find a way of scaling up and making 
financial services available to many more people in Africa, without losing its development 
ethic. 
This resource pack 
The interviews in this pack focus largely on success stories in microfinance in Africa. 
These include: credit unions; training programmes that teach basic financial and 
business skills; provision of farm services rather than money; weather-linked crop 
insurance; and money transfer by mobile phone. 
Suitable savings and borrowing schemes for the rural poor 
Saving money on a regular basis helps people to manage their risks and their cash flow, 
and to accumulate money to use for future investments. Saving even small amounts on 
a regular basis is a good habit. But for the rural poor, the amounts of money available to 
be saved are normally very small, too small to be conveniently deposited in a 
commercial bank account. And mainstream banks will never be able to build enough 
branches to adequately serve the rural areas. 
Savings and credit cooperatives (SACCOs) or credit unions are an alternative system for 
saving and borrowing, one that can be much more suitable for the rural poor. These 
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focus on providing financial services to low-income earners who may pay only very small 
amounts of money into their account each month. They may also offer training, so 
people can learn the importance of saving on a regular basis.  
Credit unions for savings and loans reports on credit unions in Ghana, which enable 
people to borrow money as well as save it. Unlike some credit schemes, credit union 
loans do not have to be linked to a business plan. People can borrow money to pay for 
funerals, medicines, school fees, whatever their needs are. They are required to pay 
interest, but at a much lower rate than charged by commercial banks. This makes people 
less vulnerable when misfortune strikes them and more able to take advantage of 
opportunities, for example the chance to study in a university. Unlike commercial bank 
customers, credit union members feel that the union is theirs, and it is working for them. 
Training in money management and business skills 
For microfinance institutions, achieving a good rate of repayment on their loans is 
essential. But new borrowers may need help in developing good financial habits – for 
example, saving money on a regular basis rather than spending their earnings 
immediately. In Cameroon, the MFI Credit du Sahel has a 95% repayment rate, and one 
reason why it is so high is that borrowers are given training in how to manage their loan. 
For example, they learn how to organise themselves into small cooperatives and have 
monthly meetings. They learn to see the money they borrow as not strictly their own – it 
is money they can benefit from, but they ultimately have to pay it back. These things are 
discussed in Repaying loans – training for borrowers. 
Separating personal money from business money is vital if a business is to succeed; 
people need to learn not to take from their business money to meet immediate personal 
needs. Other business skills include how to select and locate a business, how to identify 
and target a good market, and how to treat customers in order to develop the good 
relationships that will make the business a success in the long term. These skills are all 
taught by the Indigenous Business Advisory Service in The Gambia, and feature in 
Business skills for borrowers. 
Choosing good investment opportunities 
Credit is not always what people need. Research suggests that credit does not boost 
economic development by itself. It needs to work in combination with a suitable 
economic situation. For example, when an area is experiencing agriculture-based 
growth, being able to get a loan can be very useful to farmers wishing to expand their 
production. However, in some areas there may not be any good investment 
opportunities, and making credit available will not actually help people very much. 
Business skills for borrowers describes a poultry business set up by prison inmates in 
The Gambia. Their investment worked because they saw a good opportunity to sell 
chickens during the Ramadan fasting season. In Choosing the right time to borrow, 
Thereza Namusisi, a Ugandan wine maker who has received an award for her good use 
of a loan, advises people setting up a small business to try to get a grant rather than a 
loan. Once the business is up-and-running, they may see good opportunities to expand 
it; using a loan to fund that expansion is less risky in terms of repayment failure. 
Partnership between farmers’ organisations and microfinance institutions 
One of the key ways forward in making financial services available to the rural poor is 
through partnerships, for example between commercial banks, microfinance institutions, 
NGOs, donors and farmers’ organisations. If a farmers’ organisation can take on some of 
the risk of its members, a lender may be able to reduce their interest rate. Farmers’ 
organisations can also give support – whether in terms of training or reliable access to 
inputs – in order to reduce the risk of crop failure.  
In Funding farm services an MFI working in southern Sudan has established a 
partnership with a private buyer of Asian vegetables, as well as with a large financial 
backer, the World Bank. Unusually, instead of providing financial loans, the Savannah 
Farmers’ Cooperative finances farm inputs, such as seeds and fertiliser, and services, 
RRRP 2008/04 
Microfinance   2 
such as ploughing and weeding. The inputs and services are specifically targeted towards 
the production of a cash crop, to be sold to the private buyer. Farmers pay for the 
services at the end of the season when they have sold the crop. 
Collateral in stored grain 
Small-scale commercial farmers are often forced to sell their crop as soon as it is 
harvested, as they need money quickly to pay for household needs. Unfortunately this is 
also the time when prices are lowest. An alternative system has been tried in a number 
of African countries, known as the warehouse receipt system. Instead of selling their 
grain immediately, farmers deposit it in a warehouse, which gives them a receipt 
indicating the quantity and quality of the grain they have deposited. This receipt can 
then be taken to a bank and be accepted as collateral on a loan. The farmer is therefore 
able to borrow money to pay for household needs or farm inputs. Later in the year when 
prices are higher, the stored grain can be sold and the loan paid back. 
The system was introduced to Zambia in 2000, but despite having some success, it has 
since collapsed for various reasons. Credit from stored grain explores what went 
wrong, and whether the warehouse receipt system is an appropriate way of making 
credit available to small-scale commercial farmers. 
Micro-insurance 
Rural people need to be able protect themselves against risk, for example risks to their 
health and their assets, including their crops and livestock. Farmers, in particular, face 
significant risks in growing and harvesting a crop: risk of pest and disease outbreaks, of 
drought or flooding, and risk that their crops may be damaged in storage or during 
transport.  
The idea of insuring a crop against risks is quite a new one in Africa, particularly for 
small-scale farmers. In Malawi, for example, some farmers are now able to insure their 
crops against the risk of poor weather, such as drought or floods. Through the 
organisation Opportunity International, they can borrow money to buy farm inputs as 
well as get insurance on their crop. The system is connected to weather stations around 
the country. If an area is affected by drought or flooding, farmers in that area who have 
the insurance will automatically receive compensation for the damage to their crops. 
Insuring against crop failure describes how the system works in more detail. 
Insurance – who needs it? looks more generally at whether insuring livestock or crops 
is a suitable option for small-scale or subsistence farmers. For example, having 
insurance may enable a farmer to get a loan from a financial organisation. What’s more, 
if a farmer does borrow money and then finds their farming business is hit by a natural 
disaster, the insurance company should cover their loan repayments. 
Money transfer using mobile phones 
Making payments at a distance or transferring money to friends and family are other 
important financial services that people need. In rural areas, this can be particularly 
difficult. Bank branches are few and many people don’t have bank accounts. Commercial 
money transfer companies like MoneyGram or Western Union may exist, but rates for 
sending money can be high. 
In Kenya, the M-Pesa system gives people a low-cost alternative. This service is 
provided by Safaricom, one of Kenya’s mobile phone networks. Safaricom users can 
open a ‘stored value account’ on their phone. They can pay money into this account at 
any Safaricom agent, and if they wish to transfer money to another person, they can do 
this by sending a text message to that person’s mobile phone. Alternatively, they can 
deposit money at one place and withdraw it themselves at a different location. This 
allows people to travel without the risk of carrying money with them. It is a very flexible 
and low cost system and is becoming popular in Kenya. In Transferring money by 
mobile phone a Safaricom employee describes the system and an M-Pesa user explains 
how and why she uses it. 
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Using this Rural Radio Resource Pack 
Credit unions for savings and loans 
This interview highlights the importance of saving even small amounts of money, and 
discusses why credit unions may be a better option for poor people to use than 
commercial banks. You might want to have a discussion about the various different 
sources of credit available in your country, and the advantages and disadvantages they 
have for different people. This could be done through a phone in or by inviting guests to 
the studio. Someone from a savings and credit cooperative could give some practical tips 
on how to save money and build financial security. 
Repaying loans – training for borrowers 
This interview explains how, by offering training to those who borrow money, a 
microfinance organisation in Cameroon has achieved a repayment rate of over 90%. 
What experience do your listeners have with repaying loans? What lessons have they 
learned about how to keep up repayments? Have any been given training to help them? 
You could ask these questions as part of a phone in, but you could also talk to someone 
from a microfinance organisation to investigate what training they offer. 
Business skills for borrowers 
One interesting point to come out of this interview is that small business people need to 
learn to keep their business money and their personal money separate. This could be an 
interesting topic for a phone in. What are the simple rules that people should follow if 
they want to have a successful business? Are there any local organisations that offer this 
kind of training? Where should young people learn business skills? In school? 
Choosing the right time to borrow 
Thereza Namusisi, who features in this interview, is one example of a successful 
borrower. You could use this interview to prompt your listeners to contact you with their 
own experiences of taking loans, and reasons why they were successful or not. Thereza 
advises that it’s better to find a grant if you want to start a business, rather than a loan. 
Why not invite a local financial advisor, such as someone working for a microfinance 
institution, to explain when taking a loan is the right thing to do? 
Funding farm services 
This interview will be most relevant to farmer listeners. The scheme being operated by 
Savannah Farmers Cooperative is similar to contract farming, with farmers supported 
with the inputs and services they need to grow the crop, and a guaranteed market for 
their harvest. You might try to find out what the advantages of this are, compared to a 
more usual microfinance scheme with cash loans. Do farmers feel it is a less risky way to 
get the support they need for their farming business? 
Credit from stored grain 
This interview will have most relevance in countries where the warehouse receipt system 
has been tried, such as Zambia and Tanzania. It will probably be most suitable for a 
business programme, as the language used in the interview is quite technical in places. 
The warehouse receipt system sounds like a good way of giving farmers credit and 
improving their position in the market. If your listeners have experience of the system, 
they may be interested to know why it has failed in Zambia. More widely, you could use 
the interview as an example of a rural development scheme that did not match the 
situation it was applied in. 
Insuring against crop failure 
For most of your listeners, weather-linked crop insurance will be a new concept; they are 
likely to be very interested by it. Getting financial compensation when the rains fail 
might sound too good to be true, but the system is being rolled out widely in Malawi. 
Opportunity International, the microfinance institution that is organising the insurance, 
operates in Uganda, Kenya and Ghana as well as Malawi. Other MFIs may be offering 
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similar insurance schemes in other countries. Find out if this kind of crop insurance is 
available in your country, and if so, why not invite someone to the studio to talk about it. 
Insurance – who needs it? 
This short interview could be a useful introduction to a discussion on crop or livestock 
insurance. The interviewee ends by saying that many smallholder farmers in Zimbabwe 
think of insurance as a ‘white man’s concept’. This could be an interesting starting point 
for a discussion. Is insurance an alien concept for your listeners? Do any of them have 
experience, either positive or negative, of having a farm insurance policy? How useful is 
it to be able to insure your livestock? Is it worth the money it costs? 
Transferring money by mobile phone 
Listeners in Kenya may be very aware of the M-Pesa system, but in other countries it will 
probably be unfamiliar. But given its success in Kenya, it is likely to be spreading to 
other countries soon. If Vodafone, or partner company, is operating in your country, you 
could ask someone from the company to comment on whether a similar system has 
been, or will be introduced. If this kind of system is already in operation, what are your 
listeners’ opinions about it? 
Other aspects of microfinance not covered in this pack 
Self help groups 
Small savings groups are widespread in many countries, and have been particularly 
valuable for giving women access to small loans. Widows’ societies are one example of a 
small, self help group. 
Community or village banks 
Village banks may be established using donations from community members. FINCA 
pioneered the concept of village banks in the 1980s, as a way of bringing banking 
services to the rural poor. See www.villagebanking.org.  
Mobile banking services for remote areas 
In Kenya, and perhaps elsewhere, some commercial banks are now operating mobile 
banks to serve remote rural areas. Four wheel drive vehicles are converted into banks 
which visit remote communities on a regular basis, allowing people to deposit or borrow 
money. 
Women, young people and loans 
Traditionally, women have found it more difficult to get loans, as frequently they have 
not been able to own or inherit land. In recent years, however, many NGOs have 
focussed on offering loans to women, in response to evidence that this brings greater 
benefits to the whole family. Young people may find it hard to get a loan, but given 
Africa’s youthful population, getting them into jobs and businesses is very important to 
development. 
Further information 
Useful websites, online articles and fact sheets available:  
News and feature stories on rural finance from around the world. 
http://www.ruralpovertyportal.org/english/topics/rural_finance/index.htm 
The Rural Finance Learning centre website includes a library with hundreds of documents 
available online. 
http://www.ruralfinance.org/ 
A story from Tanzania of a woman who joined a savings and credit cooperative and took 
a loan to finance a new clothing shop.  
http://www.dfid.gov.uk/casestudies/files/africa/tanzania-saccos.asp 
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Article in the Christian Science Monitor about the M-Pesa system of transferring money 
by mobile phone.  
http://www.csmonitor.com/2007/1012/p01s03-woaf.html?page=2 
The wikipedia online encyclopaedia has an article summarising many important aspects 
of microfinance. 
http://en.wikipedia.org/wiki/Microfinance 
Opportunity International article on their micro-insurance policies. 
http://www.opportunity.org.uk/Page.php?id=30&PHPSESSID=a66d1886a4d 
Articles on the warehouse receipt system in Zambia. 
http://www.new-ag.info/06-3/develop/dev01.html 
http://sporearchive.cta.int/spore124/spore124.pdf 
Article on the warehouse receipt system in Tanzania 
http://www.dfid.gov.uk/casestudies/files/africa/tanzania-dunduliza.asp 
FINCA website contains explanations of microfinance and village banking, as well as 
details of the organisation’s work in Africa. 
http://www.villagebanking.org/ 
Books 
If you belong to CTA’s network of broadcasters, you can receive, free of charge, 
books from our catalogue. For more information, send us a request at 
radio@cta.int 
Achievements, limits and prospects of microfinance as a means of financing 
agricultural and rural development: the experience in West Africa.  
14pp, 2002. CTA no. 1080 
Useful contacts 
Daniel Kalbassou  
Credit du Sahel 
PO Box 720 Maroua, Cameroon 
Tel: +237 22 29 14 68 
Email: creditdusahel@yahoo.fr 
Website: www.creditdusahel.com 
 
Indigenous Business Advisory Services (IBAS) 
Sait Matty Rd, Bakau, The Gambia 
Tel: (+220) 4496098 
 
Opportunity International Bank of Malawi 
Branches in Lilongwe, Limbe and Kasungu 
Website: www.oibm.mw 
Email: glivata@oibm.mw  
 
Emmanuel Oduro Darko  
Ghana Co-operative Credit Unions Association (CUA)  
P.O. Box 12148, Accra-North  
Tel: +233-21-220299/231717/230903  
E-mail: cuadarko@ucomgh.com 
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Microfinance 
 
Credit unions for savings and loans 
 
Cue:  
If you earn some extra money, what do you do with it? Spend it straight away? Put it in 
a bank, or keep it in a safe place at home? Investing the money with a savings and 
credit group might be another option. In Ghana these groups, known locally as credit 
unions, are a popular way for people, especially in rural areas, to save money without 
having a bank account. They also provide credit to borrowers, and at a much lower 
interest rate than commercial banks.  
There are over 340 credit unions in Ghana that are regulated by the Ghana Credit Union 
Association. Some have been operating for more than 50 years. Emmanuel Darko is the 
General Manager of the Association and he told Kofi Adu Domfeh about the principles 
behind the credit union concept. 
 
IN: “When you talk about financial independence … 
OUT: … goodly guy in a credit union.” 
DUR’N: 4’40” 
BACK ANNOUNCEMENT: Emmanuel Darko, general manager of the Ghana Credit Union 
Association. The interview comes from a resource pack produced by CTA.  
Transcript 
Darko When you talk about financial independence, financial security, it means savings. 
So we emphasise more on savings. It doesn’t matter how much you put there. If 
you put even 50 cents, by 2 or 3 years you are a changed person. And after saving 
for no less than six months you start to apply for loans. Sometimes you find 
microfinance institutions only financing business loans, so when they go to villages 
they assume that everybody is looking for business loans. But you find that when 
the money is given, it is diverted for funerals, for marriage, for other things. So 
the demands of the poor is not limited to business. But we support every sector. 
Domfeh We are talking about the rural poor. How involved are agriculturists in the unions 
and what form of support is often extended to members in that sector? 
Darko In the agriculture sector, you find out that they take loans to finance their farms, 
they take loans to educate their children, they take loans to improve their housing, 
they take loans to do other things. For example, if a farmer loses a close relative, 
you know they become more disturbed, they can even pledge a big farm for a 
small amount, for say 5 years. It doesn’t happen if a credit union is operating. 
They rush to the credit union, take a loan, bury their dead, and come and pay, 
without pledging their farms. When a child passes the university exam, what to 
do? Sometimes if they don’t want to pledge their farm for a loan, they just advise 
them to follow them, to become a farmer. But now it is not so. We educate the 
members to also help educate their children, and they do, and they take loans and 
they educate their children and they begin to feel proud. 
Domfeh So what would you say are some of the comparative advantages of credit unions to 
other alternatives like the commercial banks? 
Darko The commercial banks they are a bit alien to the African. Moving from a far area to 
the bank and then going through that documentation embarrasses them, and they 
feel that they should keep their money at home, and manage themselves instead 
of going there. But when you come to the credit union, it is the people themselves 
who find out that they need this service, and they will go there and organise for 
them. They feel that it belongs to them. They rent their own office, employ their 
own staff, and the profit belongs to them. So there is a sense of belongingness. 
And also banks, the minimum savings most of them could not afford, but in a 
credit union it is so low, because the majority of businessmen and women are on a 
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small scale, and the money that they get per day is not enough for them to go to a 
bank to save. They will prefer keeping them at home. But with a credit union, any 
amount that you have can be saved and can be accepted. 
Domfeh High interest rates on loans often discourage people to access credit from other 
microfinance institutions. What is the comparative advantage for members of a 
credit union? 
Darko Banks are always there as a profit making institution, and the credit union is there 
to develop a human being. So we may be doing similar things but our objectives 
may not be the same. And when banks were charging even 54% interest rate in 
Ghana, credit unions were still charging 19.5% interest rate. Our objective is not 
to allow the credit union to die but to charge an interest rate that will make the 
credit union to sustain itself, that is one, and also to build up its reserve, that is set 
part of the profit aside for cushioning the capital, and then exist as an ongoing 
concern. But the motive itself is not profit making, the motive is to help the poor in 
a particular area, to alleviate or get themselves out of poverty. 
Domfeh Can I safely say that the survival of the credit union is dependent on the credibility 
of the individual members? 
Darko Yes, people are required to be sincere, and also they should be committed to the 
development of mankind. But in a credit union, those who are sincere, those who 
are godly, those who want to contribute towards humanity, they look at what a 
person is going to use the money for. And I can say in summary that they help 
bury the dead, educate the uneducated, house the homeless and also visit the 
sick. So if you are not sincere and you are not committed and you don’t have love 
for people and you are somehow arrogant, egoistic and you are selfish, you cannot 
manage or become a goodly guy in a credit union. End of track. 
RRRP 2008/04 
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Microfinance 
 
Repaying loans – training for borrowers 
 
Cue:  
If you owned a bank, who would you lend money to? To big businesses, wanting to get 
even bigger? To manufacturers wanting to increase their output and their profits? To 
people just starting their first business venture, whether in a town or a rural area?  
To be sure to get your money back, you might decide it was safest to lend to those with 
experience. But all over the world, microfinance organisations are lending money to 
people with little or no experience of business. It sounds risky – what percentage of 
these borrowers ever repay their loans? 
The organisation Credit du Sahel was set up in the north of Cameroon 10 years ago to 
lend money to fight poverty. And over those 10 years it has achieved an amazing 
repayment rate for its loans. Martha Chindong met General Manager, Daniel Kalbassou, 
to find out how it has been achieved, and began by asking just how good the repayment 
rate has been. 
 
IN: “The repayment rate right now is around … 
OUT: …you have the same situation.” 
DUR’N: 5’46” 
BACK ANNOUNCEMENT: Daniel Kalbassou, General Manager of Credit du Sahel, a 
microfinance organisation working in northern Cameroon. The interview comes from a 
resource pack produced by CTA.  
Transcript 
Kalbassou The repayment rate right now is around 94% in rural areas. Generally if there is no 
problem of water the repayment rate is 99%.  
Chindong If you have succeeded so much in the rural area it means you have a secret. What 
is your secret? 
Kalbassou Our secret in fact is training. Because in rural areas, when we started in 1998 in 
giving loans to small farmers, we experienced bad results. We had around a 60% 
repayment rate and we started thinking about what to do to improve this. In our 
area, farmers, most of them are illiterate. We have to train them in local 
languages. And therefore we started organising them and training them.  
Chindong What is usually the content of this training that has made farmers so successful? 
Kalbassou There are various contents. There is organisation: how to manage an association. 
And we told them that we cannot give it to an individual, they have to be in 
groups. And therefore the first thing is to organise the GIC, a sort of cooperative of 
5 to 20 members. They have no guarantee. The only guarantee we got from them 
is what they call solidarity among members, which means that if one member is 
not paying it is the responsibility of all the members. And also we ask them to 
participate, generally from 10 to 30% of the amount of financing they need. 
Therefore the first thing is to organise them in an association. Explain to them how 
the organisation works; at least they have to have every month meetings, and we 
attend the meeting. That is the first thing. The second thing is the techniques of 
producing what they produce. If they produce rice, there is a technique. If they 
produce millet or sorghum there is a technique. And therefore we are not the only 
ones organising this training. We call for technicians to come and assist us in 
explaining to them the techniques. And the other training is how to use the credit, 
because it is an important factor. We explain to them, if you get credit it is not 
your money, it is someone else’s money. You have to repay it and the benefit, you 
will keep the benefit for yourself. Therefore you will take credit only for what you 
cannot do by yourself. Which means that they could buy fertilisers with the credit, 
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pesticides. And at the end, we ask them to save too. And we are asking them that 
each time, you could save the equivalent in money of a bag of 100 kilos. If you 
produce rice, when you sell you could save in your account the equivalent of 100 
kilos of rice. That is the system we put in place, and so far it works very well. 
Chindong How long does it take to train the groups, considering that you consider all aspects 
of production?  
Kalbassou Generally we organise the training 2 or 3 months before the rainy season starts, 
this is 2 or 3 sessions of training. One is on the organisation and the financial side 
of it and the other one on the technical side of it. And during the production cycle, 
our people on the field, they go there to meet those people, to follow up, to 
discuss with them the problem they have on the field, and how to solve it. And 
generally when they meet together at the monthly meeting in the organisation, 
they explain to each other, the members explain what they did in order to 
overcome such difficulties they met on the field. And in this case we have been 
very lucky in getting help from these various international organisations. It has 
allowed us to buy motorcycles for all our technicians in the field, allowing them to 
go every month to see what is going on during the production cycle. Therefore, if 
you are following them up, you know the problems right at the beginning, before 
the repayment, and take measures before. And all this helps them to succeed and 
also to repay our loan.  
Chindong So it means the training is continuous? 
Kalbassou Yes. 
Chindong If people who are trained and they have already received the loan, they have a 
need for extra training is it still possible? 
Kalbassou Yes, it is still possible if they are many in the area, or if they change their 
production. They are producing rice, now they want to add millet or something 
else, we could organise another training for them.  
Chindong For people who are operating in the same area of microfinancing as you do, what 
lessons do you think they can learn from you? 
Kalbassou What they could learn is the fact that the key of success is the training, the follow 
ups. And also you have to know the mentality of the people in the area. Because I 
am from the north, I grew up there, therefore I talk to people in their own 
languages. And when I take someone to follow up those farmers in their own 
areas, I take someone from the village who understands the language, who can 
talk to them in their local language, who understands also the mentality and so on. 
It’s an important thing. And I think you could apply it everywhere, not only in the 
north of Cameroon, but everywhere you have the same situation. End of track. 
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Microfinance 
 
Business skills for borrowers 
 
Cue:  
It’s one thing to have a good idea for a business. It’s another thing to make it a success. 
You will probably need some money to get started, but you will also need to make a lot 
of decisions. Who are your customers? Where is the best place to locate the business? 
When is demand highest, and how will you find, and keep, your customers?  
In The Gambia, the Indigenous Business Advisory Service, IBAS, has been supporting 
new businesses for over 30 years, giving both training and loans. Teaching business 
skills is a passion for Manka Sanyang, the IBAS manager, as Ismaila Senghore found out 
when he visited his office in Bakau. 
In Africa, where so many of us run small businesses of one sort or another, what are the 
business skills he likes to build? 
 
IN: “Some people have their own business … 
OUT: … You are welcome.” 
DUR’N: 5’05” 
BACK ANNOUNCEMENT: Ismaila Senghore reporting from The Gambia. The interview 
comes from a resource pack produced by CTA.  
Transcript 
Sanyang Some people have their own business all right, but since the training started, 
people were voluntarily coming in to be trained. After they go through their 
training they say “Hah! There are a lot of things that I thought I knew, but I really 
didn’t know. I was making a mistake all along.” Because some people cannot 
distinguish their personal money from their business money. They’ll be doing their 
business, a relative will come and say there is a christening, or somebody died. 
They will just pull open their drawer and take money and give it to them, and you 
cannot do that. You are killing your business. It is not your money, it is the 
business’s money. These are the things we try to emphasise. 
Senghore Can you please expand on the basic things that you train them on when they 
come? 
Sanyang OK we train them how to locate their business and where to locate their business. 
How to select their business and where to look for funding. We train them how to 
handle their customers. Customer relationship is very important. It defines 
whether you will succeed or you will fail. We also train them how to recover their 
loans. If you go through our training programme it exposes you to various options 
and then you will know all the advantages and disadvantages, and where to 
acquire some of your basic raw materials or things to do with the business. After 
knowing all that it assists you to narrow down your choices in which area to go 
into. 
Senghore Do you only deal with individuals or do you have groups? 
Sanyang Initially we were working with individuals, but as time goes on we started receiving 
requests from groups, especially female groups which we call kaffos. And then we 
are also helping a group of school leavers who have gone through NYSS. 
Senghore NYSS is the National Youth Service Scheme? 
Sanyang Yes. Some of their students who have acquired training either in carpentry or auto-
mechanics or things of that sort. We try to establish a garage for them. We try to 
help them locate an area and then we help them establish a garage and then we 
buy the basic tools, and then provide them with a small working capital. And our 
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extension staff are usually on the ground to monitor their progress, and they pay 
the loans as time goes on. 
Senghore You have been into this for over 30 years now, and I’m sure along the way you 
must have had very good examples of, let’s say first of all, a successful case. 
Sanyang OK, to give you a typical example of a successful case, is the poultry producers at 
the central prisons. They made an application. We went there and saw the area 
and appraised it, and then extended a loan to them. And they were able to 
purchase their day old chicks over there. The project was targeting the fast month. 
Senghore Ramadan, the month of fasting, yes. 
Sanyang The month of fasting. This was one of the successful cases which I’m very much 
proud of. These people acquired those chicks and we bought feed and gave it to 
them, and they also acquired drugs and treated all their chickens. And sure 
enough, come around Ramadan they hit the market. All their chickens were sold 
and they successfully paid their loan. And I encouraged them to expand, which 
they did. And they took a second loan and also paid it. Right now they are still 
operating, but they have not come to me for any additional assistance yet. 
Senghore Maybe they are independent now? 
Sanyang I hope so. This is our objective. Whoever we help, we want to see you stand on 
your two legs as time goes on. 
Senghore Now on a final note, Mr Sanyang, what lessons can one learn from the IBAS 
experience, if you were to transpose the IBAS experience into other Third World 
countries. What lessons can be learned from you? 
Sanyang It is a very useful lesson. You are moulding minds of the indigenous people who 
will become business people tomorrow. Who will become tax payers and employers 
of youth and other income generating for the economy. So it is very effective. 
Senghore Thank you very much Mr Manka Sanyang, it has been a pleasure talking to you 
and thank you very much for your time. 
Sanyang You are welcome. End of track 
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Microfinance 
 
Choosing the right time to borrow 
 
Cue:  
For many people, the idea of borrowing money is worrying. What if I can’t pay it back on 
time? Will I risk losing my possessions or even my house? It’s right to be cautious about 
taking a loan, and to look carefully at the conditions for borrowing, such as interest 
rates, payment schedules and penalties for non payment. But taking a loan can still be a 
good decision, if you have a good investment plan for the money. 
We hear next from Wambi Michael in Uganda. He recently met a wine producer, who 
took a loan, used it to build her business, and has recently been recognised with an 
award. Here’s his report. 
 
IN: “Lack of access to credit is… 
OUT: …You are welcome.” 
DUR’N: 2’47” 
BACK ANNOUNCEMENT: Thereza Namusisi, founder of the Thereza wine company in 
Uganda. The interview comes from a resource pack produced by CTA. 
Transcript 
Wambi Lack of access to credit is often a major problem for women in Uganda. Even 
where it is available many women don’t have information about how to access it. 
Some women have feared to seek credit from micro-finance institutions for fear of 
being debtors. I’m here in Njeru to meet Thereza Namusisi, a rural Ugandan 
woman who has taken credit from micro-finance institutions and has excelled. 
Thereza how did you learn about micro-finance institutions?  
Namusisi Uganda Gatsby Trust is an organisation which started from the university. But later 
on they saw that only helping the university students is not enough. So they came 
down to the grassroots to help women who have small projects. And that’s how I 
came to learn about it. 
Wambi Have you ever sought a loan from a commercial bank?  
Namusisi No. I feared it just because of the problems I see other people facing. 
Wambi And what did you use the credit for?  
Namusisi I used it for increasing on my wine productivity. So I increased on the quantity of 
my wine, and it will make a better quality. 
Wambi Why are many women in Uganda not accessing credit from micro-finance 
institutions, even when they are available in the country?  
Namusisi Women are fearing micro-finance from those unfriendly institutions. Just because 
once you fail or once you get a problem, they come and confiscate your things, 
they take plots of land, they want to take houses of people. So it scares people, 
especially women.  
Wambi Association of Micro-Finance Institutions and Citibank gave you an award for 
having got credit, used it well, paid it back. How did you manage to pay back the 
loan and still improve on your business? 
Namusisi When I got the loan I utilised it fully. I got a profit. But don’t look at money as 
money. Just try to get the little money you get and inject it back in your project, 
that’s how you can only increase your productivity. That’s how you can sustain 
your project and enlarge your enterprise. That’s the only thing I did myself. 
Wambi What could be done to ensure that women access more friendly credit?  
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Namusisi If possible they would start with a grant. We can start with something small and 
grow bigger. By the time you see that you are growing bigger, that’s when a 
woman should access a loan from the micro-financers, other than starting with a 
loan from the grassroots. 
Wambi Thank you very much for your time. 
Namusisi You are welcome. End track. 
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Microfinance 
 
Funding farm services 
 
Cue:  
Setting up a successful business can be tricky at the best of times. But in Sudan it is 
especially difficult. In southern Sudan, many people have now returned to their villages 
from refugee camps, where they have survived on food aid. But now, back home, many 
are returning to a very basic subsistence farming which produces no extra income and 
little security in the face of crop failure. 
One group which is trying to help in these challenging situations is the Savannah 
Farmers’ Cooperative. The organisation offers training in improved farming methods and 
has also started an unusual microfinance programme for its farmer members. Managing 
Director, Zamba Duku, explained more to Pius Sawa. 
 
IN: “The organisation, Savannah Farmers’ Cooperative … 
OUT: … think women are adequately covered.” 
DUR’N: 4’15” 
BACK ANNOUNCEMENT: Zamba Duku, Managing Director of the Savannah Farmers’ 
Cooperative in southern Sudan. The interview comes from a resource pack produced by 
CTA. 
Transcript 
Duku The organisation, Savannah Farmers’ Cooperative began in 2001. It started as a 
kind of charitable organisation to support farmers, but to support farmers not by 
giving relief or anything free, but by making available tractors to farmers, so that 
these farmers can use them at a very subsidised cost. It is only in the second 
season of last year that we began to look at giving the farmers services, and then 
they pay later, and that is where the microfinance component came in.  
Sawa Maybe you can describe this microfinance component; how does it help farmers? 
Duku It helps farmers a lot in that a farmer gets his land ploughed very quickly using the 
tractor. The farmer is given seeds which he or she may not have and the farmer is 
also given further assistance in weeding, if he or she cannot manage. But we don’t 
give the money to the farmer, we ask the farmer to get somebody to clean the 
land, and then we come and pay.  
Sawa And how many farmers are you dealing with? 
Duku On a pilot basis we have now 320 farmers. 
Sawa This sounds like a unique programme.  
Duku It’s unique in the sense that we do not give direct cash to the clients, we give 
them services which are valued, and then they will pay for the services at the end 
of harvest, after they have sold their crop. In most microfinance programmes, the 
beneficiary or the client is given actual cash, and also the client is expected to 
belong to a small group so that that group can act as a kind of collateral. But in 
our case here we take each farmer on his or her own merit.  
Sawa And what types of crops are they growing? 
Duku We signed an agreement with a certain Indian company to grow some Indian crop, 
and this is green gram, and that is what we are supporting them to grow. 
Sawa Apart from green gram how do they produce food for survival? 
Duku Actually we require that each farmer who is our beneficiary has two acres set aside 
for this crop, and then that farmer can grow any other number of acres for his 
other crops. Food production is not interrupted.  
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Sawa And I’m trying to look at how a farmer can be able to recover this loan, in what 
period and how do you recover it? 
Duku Actually we expect to recover the money spent in one season at the end of that 
season.  
Sawa Are you partnering with any microfinance institution? 
Duku Not as such but we are actually being treated as a kind of unique microfinance 
institution by the World Bank, which is interested in our model and has given us 
some money.  
Sawa How much money have you got so far? 
Duku They have given us US$100,000, with the promise that if we manage this one 
successfully, they will give us even up to $400,000 in the coming year. 
Sawa How does the World Bank have the guarantee that they will not lose their money? 
Duku There is no guarantee as such. We only hope that the weather will be good and 
that the crop will not fail. This is the major thing. But they insist that if there are 
any losses then we will share the cost, the losses, with them.  
Sawa What about the farmers, do they have any risks of them incurring when they don’t 
recover the loans? 
Duku Absolutely not. If the farmers have failed because of climatic conditions, there is 
no way that we can penalise them. 
Sawa How are you trying to successfully engage them into farming through this 
microfinance institution? 
Duku What we are trying to do is entice them with the prospect of earning money for 
themselves, because this is a major thing for them, a major concern is how do you 
get money.  
Sawa And we see that women have been having a problem of acquiring microfinance 
credits or loans. So how are you managing to bring women on board, because 
most of them don’t own land? 
Duku Actually ours is not for women or for men as such, because we are targeting family 
units, and every family unit will include women and men, so our support goes to 
families rather than to individuals as such, and in that way I think women are 
adequately covered. End of track 
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Microfinance 
 
Credit from stored grain 
 
Cue:  
Farmers are often forced to sell their crops when prices are low, because they need 
money quickly. One way to get better prices is known as the warehouse receipt system. 
Under this system, farmers are able to deposit their harvested maize in a warehouse and 
be given a receipt which states the amount and the quality of the grain they have 
stored. The farmer can then, if they wish, give this receipt to a bank in order to obtain a 
loan, enabling them to buy inputs for the new season or pay for other items. Later in the 
season when grain prices should have risen, the farmer can sell the stored maize, repay 
the loan and hopefully have some money left over. 
So in Zambia, a few years ago the Zambia Agricultural Commodity Agency tried to set 
up a warehouse receipt system. But it failed. So why did a system that sounded so good 
for commercial farmers not deliver better profits? To find out, Chris Kakunta spoke to 
Rob Munro, a marketing adviser for USAID, which helped to set up the pilot project. 
 
IN: “Essentially it was a very donor-driven … 
OUT: …a commercial commodities market.” 
DUR’N: 3’00” 
BACK ANNOUNCEMENT: Rob Munro of USAID in Zambia, on some of the challenges 
connected with the warehouse receipt system, in providing credit to smallholder farmers. 
The interview comes from a resource pack produced by CTA. 
Transcript 
Munro Essentially it was a very donor-driven entity, in that the commodity traders and 
the banks never really bought into the concept of warehouse receipts.  
Kakunta And that led to it failing?  
Munro Essentially yes. But I think one of the key problems here, and this will bring us on 
to lessons which we’ve learnt from that experience, is that a warehouse receipt 
system depends on the existence of a functioning, high volume commodities 
market. If you look at this year in particular, there is very little maize stored in 
warehouses. There is very little maize in total, from this particular harvest and 
there is no incentive for farmers to be depositing crop into a warehouse, looking 
for higher prices further into the year.  
Kakunta If we have to really look at the system itself, does it really work?  
Munro I think the answer to that is yes. It requires the presence of a very strong 
commodities market where there is plenty of supply, ample demand, multiple 
buyers and also, critically, a credible pricing system. 
Kakunta What is the way forward in terms of warehouse receipt system here in Zambia? 
Munro I think it’s important to realise that from a smallholder’s point of view, a 
warehouse receipt is not the answer to all his or her marketing problems. I think 
where the primary value of it lies is that by putting commodity into a secure 
storage at grades and standards in terms of quality and quantity which are 
recognised by the industry, that warehouse receipt becomes a very valuable 
trading tool. So I think that’s its primary use as a trading tool, allowing small, 
relatively small parcels of crop to be aggregated into a large parcel which is then 
accessible by commercial markets. Secondary to that is a financing option. And I 
think it’s important to realise that the cost of finance is very high. You need to be 
very sure, if you are looking for finance from a warehouse receipt, you need to be 
very sure that the gains in price which you are hoping to take advantage of later 
on in the season are significantly more than your costs of finance. There have been 
examples in Zambia, one in particular I’m thinking of, where a crop was deposited 
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at the beginning of the marketing season, held onto until later on in the year, and 
by the time that crop was released from the warehouse it was actually worth less 
than the combination of its underlying price and the price of storage and finance. 
So it’s a risky… like any financing, like any market speculation, it’s a risky 
business. And therefore it’s not the answer for all smallholders. But I think, like I 
said, more importantly it’s a valuable tool for bringing your crop into a commercial 
commodities market. End of track. 
RRRP 2008/04 
Microfinance   18 
Microfinance 
 
Insuring against bad weather 
 
Cue:  
Do you run a business? If so, what risks do you face? Maybe you fear that your goods 
might be stolen or damaged, or that you will lose your market to competitors. In some 
cases you may be able to get some financial protection by taking out an insurance 
policy. But what about farmers? Farmers face significant risks in growing and harvesting 
a crop: risk of pests and disease outbreaks, of drought or flooding, and risk that their 
crops may be damaged in storage or during transport. Is there anything you can do as a 
farmer to protect yourself? 
In Malawi, Opportunity International bank is offering a way for farmers to be insured 
against at least some risks. The bank is helping farmers to buy weather-linked crop-
insurance policies. As a result, if crops fail because of bad weather, farmers 
automatically receive financial compensation for their losses. Bank employee Gift Livata 
explained more to Excello Zidana, about how Malawi is taking the lead in crop insurance 
for farmers.  
 
IN: “The micro-insurance policies work… 
OUT: …pioneer of this crop insurance.” 
DUR’N: 4’32” 
BACK ANNOUNCEMENT: Gift Livata of Opportunity International in Malawi, on a new 
type of crop insurance aimed at small-scale commercial farmers. The interview comes 
from a resource pack produced by CTA. 
Transcript 
Livata The micro-insurance policies work in the way that we link the farmers with the 
insurance companies. And we secure the crop that the farmers are growing from 
the risk of weather calamities, such as drought and floods and excess rainfall. 
Zidana What kind of farmers have been asking for this insurance? I’m talking about the 
scale of the farmers. Are they commercial or subsistence? Which ones? 
Livata Yes, the interest of the bank is on small-scale commercial farmers. Why we are 
interested in small-scale commercial farmers is that, what we give them is a loan. 
We give them a loan for inputs and also a loan for the insurance premiums. So the 
subsistence farmer might not be able to pay. But the smallholder commercial 
farmer, if they have a little of a cash crop plus a food crop, from the cash crop 
they should be able to pay back the loan. 
Zidana Let us go straight to the issue now. Suppose I am a farmer and I’m growing five 
hectares of maize or let’s say groundnuts and I want to insure that against any 
risk. How can I go about the whole process? 
Livata What you need to do is to come to the bank and apply for the loan. And once we 
approve your loan it means you directly access the crop insurance. But now 
beyond that of course there is a requirement that as a farmer, your farm should be 
close to a weather station. There must be a radius of not more than 30 kilometres 
from the weather station to your farm. If you are within this radius then you 
automatically qualify for this crop insurance. And once you qualify for the crop 
insurance there is no need for you to fill any form or to apply to the insurance 
companies. The rest of the job is done by the bank.  
Zidana Now how does the bank verify the type of enterprise the farmers are involved in?  
Livata We verify of course the enterprise that the farmer is doing. Basically most of the 
time we work in alliance with organisations that are able to provide technical 
services to the farmers. Because we don’t want the farmer to lose their crop 
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because they lacked maybe some technical expertise. And in line with this we have 
also a unit within the bank that go and visit the farmers and make sure that they 
followed all the good agricultural practices. And thereafter there is no more 
verification that is needed. If they come with a claim to the bank we don’t need to 
verify anything because the farmers are within the area where rainfall is recorded. 
So every ten days the meteorological department provide us with data. And that 
data is detailed and we are able to see from which area there was a shortfall of 
rainfall and from which area there was maybe excess rainfall. And that rainfall that 
has fallen in a particular area is directly linked to the contract that the farmers are 
given. 
Zidana What happens during lean years? Do you expect farmers to submit their claims? 
Livata Basically we don’t expect farmers to come and submit their claims. This type of 
insurance is quite different from the traditional insurance that other organisations 
offer. The weather report that we receive automatically gives an indication of how 
much the stress the crop is under and how much the crop has suffered and that is 
translated to monetary value. So once we observe the data, even before the 
farmer thinks of coming to the bank and telling us what has happened in their 
field, we will already know what has happened in the field and we automatically 
give them what is due for them or the payout that they need to receive. 
Zidana What is the response like from farmers? 
Livata The response has been overwhelming. We started with about 500 farmers and the 
following year we had about 800 farmers, and this year we had over 1,000 
farmers. In the coming season we are recruiting 4,000 farmers. So people are 
interested and they want to be recruited for this programme.  
Zidana Do you have any record that this is also happening in other countries within the 
region? 
Livata Malawi happens to be the pioneer of crop insurance. And of course recently there 
have been countries like South Africa, Angola and Kenya who want also roll out 
what we have been doing. But we have done it successfully and we also believe 
that they are also going to do it successfully. Beyond Africa I also know that it’s 
being done in Philippines. But here in Africa Malawi is the pioneer of this crop 
insurance. End of track. 
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Microfinance 
 
Insurance – who needs it? 
 
Cue:  
What does ‘insurance’ mean to you? Do you pay insurance premiums on a regular basis, 
to get some financial security against risks? For people who own vehicles or businesses, 
insurance may be a necessity, but for the majority, it’s not part of our lives. 
So is insurance worth another look? For example, what about people whose wealth is 
contained in the animals they own. Should they be looking to insure their livestock? 
Recently, a new kind of insurance has become available, which targets not the rich, but 
those with only a few assets. It’s called micro-insurance, and Busani Bafana has been 
investigating what it offers. 
 
IN: “Though a relatively new concept … 
OUT: … is still at that low level.” 
DUR’N: 3’43” 
BACK ANNOUNCEMENT: Busani Bafana, reporting from Bulawayo in Zimbabwe. The 
interview comes from a resource pack produced by CTA.  
Transcript 
Bafana Though a relatively new concept, micro-insurance today covers millions of people 
in Africa and Asia. Our guest today is Mr Kay Mahlangu, an insurance specialist 
with Jupiter Insurance, a company in Bulawayo, Zimbabwe. He advises farmers on 
a variety of issues related to insurance. He will be talking to us about the concept 
of insurance for smallholder farmers. Insurance gives smallholder farmers a cover 
for themselves, their livestock, their equipment and other assets against natural 
disasters such as fire, hailstorms, or even theft. Mr Mahlangu, I want to find out 
who this insurance is really suitable for. 
Mahlangu The insurance is suitable for every farmer, whether he is a small-scale farmer or a 
commercial farmer. Because the concept of insurance is to protect the farmer. 
Whether a farmer is a commercial farmer or a small-scale farmer, the protection 
needed is exactly the same. Especially the small-scale farmers, they need finance. 
These funds can only be obtained from financial institutions. For a financial 
organisation to release the funds they would want some form of security. For a 
small-scale farmer the security might not be available, but in Jupiter we introduced 
livestock insurance, which is the property which the farmer has. If you get your 
livestock insured, then you have the facility to source funds from any financial 
institution or from any commercial bank. 
Bafana What then are the advantages of insurance, particularly of insurance that covers 
smallholder farmers? 
Mahlangu If a farmer has sourced funds from a financial institution, in the event of a loss the 
farmer will be made comfortable, because he will not be called upon to settle the 
moneys that have been leant to him by the financial institution. The insurer will 
cater for all those losses. 
Bafana Looking at a farmer who may not have borrowed money from a financial 
institution, who has his own, or her own assets, would this type of insurance cover 
them? 
Mahlangu The insurance is not only to cover those that need financial assistance. Even those 
that are in a sound financial position, they still need insurance because insurance 
caters for unforeseen eventualities, as far as life is concerned. 
Bafana Insurance is a big undertaking and also a risky business. In the light of natural 
disasters, such as flash floods, seasonal droughts and wildfires, which have been 
linked to climate change. How then can insurance be made affordable to poor, 
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subsistence farmers? 
Mahlangu I think in fact the premiums we request are not that high. The premiums are 
flexible depending on the class of business we are to offer. 
Bafana And lastly Mr Mahlangu, do insurance specialists like yourself get down to the level 
of smallholder farmers, to actually understand their insurance needs, if at all? 
Mahlangu The only problem we are facing with the smallholder farmers, they are scared to 
insure. Not just because they don’t have the capacity to pay the premium, but 
they have a tendency of thinking the insurance is a white man’s concept. That is 
why, in fact, they are rather reluctant, or the number is still at that low level. End 
of track. 
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Microfinance 
 
Transferring money by mobile phone 
 
Cue:  
If you need to send money to someone, how do you do it? Maybe you use a commercial 
company like Western Union or Moneygram. You might do a bank transfer, if you have a 
bank account, or you could give the money to someone who is travelling to the right 
place. But transferring money is often a risky or expensive process, especially for those 
living in rural areas.  
But what if you could send money just by making a call on a mobile phone? For people in 
Kenya, that is now possible, using a system called M-Pesa. The system has been set up 
by Safaricom, one of Kenya’s mobile phone networks which is a partner of Vodafone. To 
find out more about how it works, Winnie Onyimbo went to visit the Safaricom office in 
Nairobi. But before that, she got the opinions of an M-Pesa user. 
 
IN: “I’m Anne Muthoni Kinyanjui. I’m a farmer… 
OUT: …means that their money is safe.” 
DUR’N: 5’57” 
BACK ANNOUNCEMENT: Pauline Vaughan (pron. Vorn) of Safaricom in Kenya, talking 
to Winnie Onyimbo. Her report comes from a resource pack produced by CTA.  
Transcript 
Kinyanjui I’m Anne Muthoni Kinyanjui. I’m a farmer. I have children in central Kenya, so 
when I have money I have to help them, so I send them with M-Pesa instead of 
walking. So I use M-Pesa so much. 
Onyimbo Do you also collect money using M-Pesa? Tell me how that works. 
Kinyanjui My children sometimes send me money. Then, they tell me “We have sent money.” 
So you go to the nearest M-Pesa. So, because I have registered, I carry my ID and 
go and collect it. Your message, which is in your phone, it has to be accompanied 
with ID, so you get your money. 
Onyimbo Is it fast or does it take time? 
Kinyanjui It is very fast. 
Onyimbo OK, how much does it cost for you to send money, for example? 
Kinyanjui Only 30 shillings. One dollar is 70. It is less. 
Onyimbo What kind of ways were you using to send and receive money before M-Pesa? 
Kinyanjui With the post office. With the bank, to transfer from one account to the other. And 
it is expensive. Or Moneygram; it is expensive. 
Onyimbo OK, tell me the advantages of using M-Pesa? 
Kinyanjui M-Pesa is very easy. There are so many advantages because, it is easier, it is 
quick, you can receive without paying so much. So it is cheap. 
Onyimbo Do you have to go far to get the money? 
Kinyanjui No, anywhere near you where there is an M-Pesa, you get it. 
Onyimbo Have you experienced any disadvantage of using M-Pesa? 
Kinyanjui No, no I haven’t. 
Onyimbo So do you feel it is a safe and secure way to transfer money? 
Kinyanjui Yes, it is very safe and secure. 
Onyimbo We are in Ngong. Ngong is in the outskirts of Nairobi. Do you think M-Pesa is 
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suitable for people who live away from the city? 
Kinyanjui It is, because every town, even if it is a very small town, it has M-Pesa. 
Onyimbo Thank you. 
Studio I then spoke to Pauline Vaughan, who is in charge of M-Pesa at Safaricom. I began 
by asking her to explain in more detail how people can send money using their 
mobile phone. 
Vaughan A registered customer can send money to any other mobile user here in Kenya 
using menus on their Safaricom SIM card. The first thing they need to do is to 
have money in their account. To get money into their M-Pesa account they would 
go to an M-Pesa agent. Any of these agents will be able to assist the customer to 
put money into their M-Pesa account. Using menus on their SIM card, they will be 
able to choose the mobile phone number of the person they wish to send money 
to, the amount that they are sending and to identify themselves using a secret PIN 
number. The money is then transferred to the recipient’s M-Pesa account, and the 
recipient receives an SMS notification of the transaction. 
Onyimbo How long does it take to transfer money? 
Vaughan The SMS to go through will take about 15 seconds. The whole transaction, we can 
comfortably say that it would take less than a minute to do the end to end 
transaction. For the customer to actually go to an agent and withdraw their money 
clearly is dependant on their location and when they choose to. One of the great 
things about M-Pesa is that you have the ability to choose when to get your money 
and where to get it from. In fact one of the things that we see is that people will 
use M-Pesa to deposit money at one place and to be able to travel without carrying 
cash, and then to withdraw it from another agent at their destination, which means 
that they have been able to travel safely. 
Onyimbo How is it different from money transfer services offered by banks or the post 
office? 
Vaughan The big difference between M-Pesa and your traditional money transfer services, 
other than in the banking industry, is that we do offer the customer a stored value 
account. They can put money into that stored value account and they can get it 
out at any stage. They have control over it. They don’t have to decide who they 
are sending it to at the very point that they are at the agent’s shop. That is one of 
the big advantages of using M-Pesa. Other advantages are the affordability: it is 
much cheaper to use M-Pesa than the other methods available. It is safe and it is 
convenient. Because of the fact that once the money is in your M-Pesa account you 
can do your transactions at any time. We offer the customer convenience to do 
their transactions 24 hours a day. 
Onyimbo How is M-Pesa helping the rural woman who cannot access banking services? 
Vaughan The majority of money transfers in Kenya at the moment, research shows that 
they are done through informal means and this would particularly apply in the 
rural scenarios, where rural people do not have access to banking or other money 
transfer solutions. So this kind of customer would need to be using, for example, 
bus services, buses or matatus or even using friends and family to transfer money, 
and for this they are relying on people they know travelling when they need them 
to be travelling. So what we are doing with M-Pesa is just giving them a much 
more convenient way to do their money transfer at many more places. So it is very 
easy for them to go to one of our agents, and cheap, and it gives them the 
convenience to do their transactions when they want. So if they receive money at 
the beginning of the month, for example, but they only need to do the transfer 
later in the month, they can keep it in their M-Pesa account during that period until 
when they need to do the transaction. It means that their money is safe. End of 
track. 
 
 
